August, 1959 


the Canadian 


YOU'VE HEARD OF “WESTERN HOSPITALITY” ... 
HERE'S YOUR CHANCE TO SAMPLE IT 


16ch Annual 


C.A.R.E.B. 


CONVENTION 


Bessborough Hotel 
Saskatoon, Saskatchewan 


Sunday - Wednesday, September 20-23, 1959 


Come see Western Canada for yourself. Bask in the benign 
Prairie sun. Cast your cares to the four winds of Indian 
summer that gently blow over wide spaces. Bring a gun. . . 
snaffle a few ducks . . . or motor to Banff to drink in 

mountain colours spiced by autumn. You will return 
completely rejuvenated from head to toe. It’s all yours. . . ct 
the 16th Annual Convention. Come early! 


C.1.R. EXAMINATION RESULTS... . pose 16 








The Tankoos Yarmon Ltd. 
position in all realty transactions 


Tankoos Yarmon Ltd. does not act as a real estate agent 

in any realty transaction. To emphasize this position, 

we have relinquished our active membership in all 

Canadian realty associations. In future, our connections will be 


maintained with these groups as associate members. 


Acting as principals, we will buy sound, income- producing 
real estate anywhere in Canada. Our preference is for 


larger properties among the following: 


Sale and Leaseback transactions with major tenants 

are of special interest to us, particularly where sums 

in excess of $1,000,000 are involved. We are prepared to plan, 
develop and build such properties for qualified tenants 


as well as purchase existing facilities. 

Office Buildings: centrally located, major office buildings, 
either single tenancy or multiple occupancy. 

Retail Store Properties: 100% retail locations on any 


““main street;’’or other retail properties if under long-term 
lease to national tenants. 


Shopping Centers: any shopping center containing 
at least 509%, AAA-1 tenants. 


Industrial Buildings: properties under long-term lease 
to financially strong tenants. 


Apartment Houses: well-located properties containing 
a minimum of 100 suites. 


We invite offerings from members of local real estate boards 
with the assurance that their commission position 
will be fully protected. 


Tankoos Yarmon Ltd. 


320 Bay Street, Toronto 
Empire 3-5086 


“7 


The Canadian Realtor is the 
official organ of real estate in 
Canada. It is published monthly 
for the Canadian Association of 
Real Estate Boards. 


LOCAL BOARDS 67 

C.A.R.E.B. MEMBERSHIP 10,698 

PRESS RUN 10,720 
(July edition) 
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“It is well for a man to respect his own vocation, whatever it is, 


and to think himself bound to uphold it and to claim for it the 
e respect it deserves.” — Charles Dickens. 


OFFICERS 


President 


DONALD H. KOYL - - - Saskatoon 


. EDITORIAL — 
- Expropriation Sequels 


* The May 1959 edition of the Canadian Realtor, under its editorial 


Vice-President 


JAMES A. LOWDEN - - - Montreal * 
HERBERT R. FULLERTON Vancouver 


opinions hinted that a police State exists, in which the Expropriation Act 
in Canada permits no iegal recourse for property owners who have been 
acted upon. (That is, without an expensive battle which he has little 


chance of winning. ) 


* . ee 5 ; 
This editorial comment created wide-spread interest amongst our 
Regional Vice-Presidents readers both within and without our organization. 
MAURICE KLINKHAMER ~ - | Cran- ia In the editorial we based part of these opinions on the ‘remarks of 
rook, B.C. ' 
MURRAY BECKHUSON - Edmonton the Hon. Justice J. T. Thornson, President of the Exchequer Court of 
Ate. * Canada, who when handing down a decision in Regina earlier this year 
R. P. KLOMBIFS - - - - Saskatoon te . : er 
ee stated “I am not aware of any country in the whole civilized world that 
R.C AITKENS - - Boissevain, Man. 7 ; ; ; as . 
aan Mae. 5 ss ss « ie exercises its right of eminent domain in the arbitrary manner that Canada 
* ” 
MARCEL AUDETTE - - - Montreal does. 
PATRICK KING - - - - Dartmouth ‘ = ? . ‘ cei ; 
This castigation of Canada’s expropriation Laws prompt ch- 
PAUL SHERWOOD - - Saint John, o 7 oe Se ee See : we pted the Rich 
N.B. mond Hill Liberal to editorialize in its June 25th edition: 
The Federal Justice Department, it is understood, is preparing a 
* 





EDITORIAL COMMITTEE 


B. E. Willoughby 


stream-lined Expropriation Act for submission to Parliament next session. 
How far the re-written act will go in meeting Justice Thorson’s strictures 
against the present law remains to be seen. 


Andrew Hawreliak 


H. W. Follows 
* + * 
; Vol. 5 
Head Office 
109 Merton Street, Toronto 7 
H. W. Follows - Executive Secretary oon 9 
Editorial 
CAREB Convention 
EDITOR CAREB Display contest 
Wes Mitchell Appraiser in Court 


Housing of Tomorrow 


ADVERTISING MANAGER 


Monthly co-op review 


Wes Mitchel! Monthly co-op statistics 


THE CANADIAN REALTOR is published monthly by the Canadian 
Association Real Estate Boards, 109 Merton Street, Toronto 7, Ontario, 
Telephone HUdson 1-5191. Business Manager: Wes Mitchell. 
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SASKATOON — Your Conference City 


Changeling of Canada 





With rugged, restless roots, ever-growing Saskatoon lies in 
the midst of vast panoramic distances; where grain, oil, con- 
struction, mining, reforestration and irrigation all gain part of 


the citizen's daily conversation. 


While great and colourful booms dot 
the country and city after city mush- 
rooms out and whole new ones are 
formed, overnight, the 
steady, quiet communities which are 
the greater number and the stabilizing 
factor in the national economy are 


seemingly 


overlooked. They remain as they have 
always been. 

They do? Saskatoon would be one 
of the first cities most Canadians 
would name to such a category, but 
it no longer really belongs there. 

True, the University of Saskatche- 
wan and the flour mills still appear 
to dominate its activities, with the 
University especially a growing force 
in the city’s life. The wealth from the 
surrounding farms still maintains 
Saskatoon as a transportation and 


distribution centre, but in even this 
aspect the city appears to be in for an 
overhaul. 

Saskatoon may well be called “the 
changeling of Canada”. While we have 
been distracted by spectacular events 
elsewhere, Saskatoon has continued to 
expand and change and now stands on 
the verge of an unparalleled era of 
development. 

Founded in 1882, it had a popula- 
tion of 43,027 by 1941. Exact figures 
are not available today, but recent 
estimates put the figure near 85,000, 
close to twice that number. 

Another indicator of growth, net 
assessments, has climbed from $50,- 

27,000 in 1955 to $70,704,000 last 
year, or fifty per cent in three years! 

As a distributing centre, Saskatoon 


Len Hillyard Photo 


naturally has a good number of retail 
and wholesale outlets and the number 
of both has increased proportionately. 
But, the most dramatic change is in 
the field of manufacturing. The total 
number of manufacturing operations 
in 1955 was 204. Last year it had 
jumped to 300 and present signs in- 
dicate it will keep on going for a 
while yet. 


HOMES 

The number of homes and apart- 
ment units has kept pace with this 
development. In 1954 there were 13,974 
homes and 2,639 apartments. Last 
year the number of homes stood at 
21,000 and apartments at 3,577, with 
new sub-divisions literally ringing the 
city. 

Why such a pronounced acceleration in 
the development of Saskatoon? 

For years Saskatoon has been one 
of the largest flour milling centres in 
Canada and home of the largest in- 
dependent meat packing plant in 
Western Canada. In recent years gas 
has been discovered within 100 miles 


waiting 
at the 
bridge ) 


to the North and an oil refinery built 
near the city. 


Now, the mammoth South Sask- 
atchewan Dam has been started at 
Outlook, only 65 miles South of Saska- 
toon. The hydro-electric and irrigation 
benefits of the project will undoubtedly 
bring still further prosperity to the 
city on the banks of the South Sask- 
atchewan River quite apart from the 
influx of money during the construc- 
tion period. 


Potash mining is also underway a 
short distance East of Saskatoon 








NO PIONEER 
TRAVELING TODAY! 


Whether you travel to Saskatoon by 
bus... train... plane or motoring, 
you are faced with a very pleasant 
journey. 


The T.C.A. has flights converging 
on the Convention City from all points 
in Canada. 


Out of Vancouver, the Viscount 
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Len Hillyard Photo 


A RECEPTION COMMITTEE OF THREE wait at the entrance to the Convention City 
— Saskatoon. Gracefully framed in the centre arch is the Bessborough Hotel, scene 
of the September 20 to 23rd CAREB activities. Left to right: C. McClocklin, co- 
chairman of the Convention Committee; Doug. Woodley, Chairman and Vi McClocklin, 


Chairman for the Ladies’ Committee. 





with one company in operation and a 
second about to start work. Explora- 
tion indicates that this area does hold 
the largest potash deposits in North 
America. 


On the premise that industry 
creates industry, Saskatoon is antici- 
pating still more industrial and com- 


mercial development. 

But, its greatest role may yet lie 
still further in the future. As the hub 
of the prairies and the natural dis- 
tribution point for Northern Sask- 
atchewan, which is now showing signs 
of coming to life, the changeling may 
change some more. 





ANYWAY YOU GO-YOU'LL 
ENJOY A SWELL TRIP 
TO SASKATOON THIS FALL 





leaves at 7.30 p.m. arriving in Saska- 
foon at 12.15 a.m. If you go Tourist 
flight a convenient time is offered 
leaving Vancouver at 9.30 a.m. arriv- 
ing at 3.30 p.m. 

Toronto and Montreal Westbound, 
several flights are listed with good 


fe 


a 






connections. 


(Please 
Agent to seek this information). 
From Toronto by Viscount, plane 


phone your 


leaves 8 a.m. arrives 12.20 p.m. Also 
one leaving at 2.20 a.m. arriving Sas- 
katoon 7.30 a.m. 


(Continued on page 21) 
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Program 


MONDAY, 


8.00 am 
9.00 am 


a.m. 


11.00 


a.m. 


12.15 


p.m. 


p.m. 


p.m. 


6.00 
7.00 


p.m. 


p.m. 


TUESDAY, 


8.30 a.m. 
9.00 a.m. 


SEPTEMBER 21st 


Registration Desk Opens 


Opening Session 

Chairman: D. P. Woodley, 
F.R.1. 

Call to Order: 
D. P. Woodley, F.R.| 

Invocation: Very Rev. S. A 
Robert Wood 

Welcome to Saskatoon: 
S. L. Buckwold, 
Mayor of Saskatoon 

Annual Report: H. W. Fol- 
lows, Executive Secre- 
tary, C.A.R.E.B. 


Business Session 
Chairman: 

J. S. Stevenson, 
Speaker: Fred Smith 
Topic: ‘‘The Successful 
Business’ 


D. H. Koyl, F.R.I., 
Pres. C.A.R.E.B. 
Topic: ‘Canada Unlimited” 
Luncheon 
Chairman: Herbert R. Ful- 
lerton, F.R.1., Vice- 
President of C.A.R.E.B. 
Speaker: E. C. Leslie 


Business Session 
Chairman: C. W. Rogers, 
F.R.1., President of 

O.A.R.E.B. 

Speaker: W. H. Shortill, 
B.Comm., F.R.1., 
Toronto 

Topic: ‘Selling Real Estate 
in Today’s Market’ 


Business Session 

Chairman: S. M. Beck- 
huson, President of Ed- 
monton Real Estate 
Board 

Speaker: Walter S. Dayton, 
New York. 

Topic: ‘’Listing Residential 
Real Estate 


F.R.| 


Reception 


Dinner 

Chairman: R. S. Klombies, 
Pres. Sask R.E. Assoc. 

Speaker: Hon. T. C. 
Douglas, Premier of 
Saskatchewan. 


SEPTEMBER 22nd 


Registration Desk Opens 
Business Session 


10.30 


12.15 


3.45 


6.00 
7.00 


a.m 


p.m. 


p.m. 


p.m. 


p.m. 


p.m 


C. ALR. BE. B. 


16th ANNUAL CONFERENCE 


BESSBOROUGH HOTEL 


SASKATOON 


SASK. 


September 20-23rd 


Speaker: 
Jr, 
Topic: ‘Advertising the 

Property”’ 


Frank McBride 


Business Session 


Speaker: Robert Cummings 
Topic: ‘Creating Invest- 
ment Real Estate’”’ 


Luncheon 


Chairman: P. J. Harvey, 
F.R.I. 

Speaker: Prof. Norman 
Ward 


Business Session 


Chairman: C. McClocklin 
‘Meet the Speaker’’ Panel- 
W. H. Shortill, F.R.1. 

W. S. Dayton 
Frank McBride Jr. 


Business Session 


Chairman: Charles Brown 
Speaker: William Fraser 
Topic: ‘‘Commercial & 


Industrial Real Estate’’ 
Reception 
Dinner, Dance, Entertain- 


ment at the “Wagon 
Wheel Bar-B-Q” 


WEDNESDAY, SEPTEMBER 23rd 


8.30 
9.00 


10.30. 


10.30 


a.m. 


to 


a.m. 


a.m 


Registration Desk Opens 


Round Tables 
Q 


Appraisals—lIvan C. 

Robison, F.R.|. 

(2) Advertising—Stanley 
Melton, F.R.1. 

(3) Mortgage Financing— 

L. C. Leitch 

Listing—Selling— 

F. M. Philp 

(5) Co-operative Listing— 

H. P. Bell-Irving, F.R.1. 


(4 


Business Session 

Chairman: D. H. Koyl, 
F.R.I. 

(1) Resolutions: Andrew 
Turpie, F.R.1. 

(2) Amendments to Cons- 


titution: W. C. Mahon, 
F.R.I. 


(3) Election of Officers: 
Murray Bosley, F.R.|I. 


12.15 p.m. Luncheon 


Chairman: J. A. Lowden, 
F.R.I., Vice-President of 
C.A.R.E.B. 

Speaker: James Udall, 
President of N.A.R.E.B 


Business Session 
Chairman: Bert Katz, F.R.1. 
Subject: ‘“Housing in Can- 
da 1959” 
Interview Program: 
Interviewer: 
Murray Bosley, F.R.1. 
Patrick J. Harvey, F.R.| 
J. A. Weber, F.R.1. 
C. A. Fitzsimmons, F.R.1. 
J. S. Stevenson, F.R.1. 
Interviewee: 
W. F. Lougheed 
P. S. Secord 
Anthony Adamson 
Dr. Albert Rose 
A. B. Brown 
Subject: 
“Monetary Conditions’ 
“Housing Finance’ 
‘Planning Problems of 
Tomorrow” 
“Population & Urban 
Development”’ 
“Canada’s Future”’ 


2.15 p.m 


4.30 p.m. Unfinished Business 


Chairman: D. H. Koyl, 


F.R.1. 
6.00 p.m. Reception 


7.00 p.m. Final Banquet 


Chairman: D. H. Koyl, 
F.R.I. 

Speaker: President Elect 

Installation of Officers 


LADIES’ 
PROGRAMME 


nesday’s affairs will include Luncheons, 


coffee parties, and other exciting events. 
The Ladies’ Committee under Vi. Mc- 


Clocklin have lined up some exciting 
events which you will thoroughly enjoy. 


No formal gowns this year . . . bring a 
calico dress or blue jeans and blouse and 


comfortable shoes for the hoe-down! 


Don‘t duck the responsibilities that go hand and hand with 
success. You are one of the tools needed to build a world- 
respected Canada. Start today . . . weave yourself into the 
Executive of your own Board and the Provincial and Canadian 
Associations. 

“Every man owes some of his time to the upbuilding of the 
industry or profession to which he belongs.”’ 

—Theodore Roosevelt 





Industrial and 


commercial space 


OUR 





always available .. . 


Site selection 


Display Contest 


DURING THE 


16th. Annual 


Convention 
Saskatoon - Sept. 20-23rd. 


CAREB has prepared a contest aimed at the 
sharing of promotional ideas between various 
Realtors across the country. With this in mind, 
we invite your firm to submit entries under the 
below classifications, and look forward to seeing 
your display. (Member does not have to be in 
attendance to submit entries.) 


INSTRUCTIONS 


1. All entries must be shipped to arrive at 
Headquarters office of the Convention not 
later than Friday, September 18th. No 
entries will be accepted after that date. 
Send display material to: 

CAREB Display Committee 
c/o J. S. Walker 
Bessborough Hotel, Saskatoon. 


2. The contest will be divided into 3 divisions 
and prizes awarded as follows: 
(a) Classified Advertising 
(b) Display Advertising (newspaper or 
window) 
(c) Direct mail pieces such as:— 
—Sales letters 


—Brochures_ (residential, industrial, 
commercial or sub-division.) 
—Postcards 


—Self mailers 


3. Due to limited space we request that exhibi- 
tors send displays that cover a maximum of 
4’x8’ and preferably smaller. 

4. |t would benefit the entrant if display is 
submitted in an attractive manner. In many 
instances cellophane or page protectors can 
be used to advantage. This is not mandatory 
of course. 

5. All materials submitted (preferably in dupli- 
cate) must be unmounted and should be 
marked as to division in which entered. 

Gather together samples of your best material 
and join your fellow Realtors in displaying these 
ideas. They'll learn from you . . . you from 
them. 


DON’T BE DISAPPOINTED . . . SEND YOUR 
EXHIBITION IN EARLY. 
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Offices In Vancouver, Winnipeg, Montreal. 


WITH Write for your copy of 
“CONTEMPLATING 
A NEW BUILDING?” 
This new, fact-filled 
brochure contains ean 
informative, A to Z 
study on all phases of 
or warehouse, using 
When industry expands in the proven I.L. "Pack- 
Canada, it calls in age Plan’. 


Architectural 
design... 
Engineering and 
construction... 


Buildings for 


lease or sale. 


building a new plant 


TORONTO 


INDUSTRIAL 
LEASEHOLDS 


(1957) LTD. 
An affiliate of Webb & Knapp (Canada) Ltd. 
HEAD OFFICE: 12 Sheppard Street, Toronto 1, Ont. 








ON 
TARGET 


Rocketing to new sales 
heights in 1958, Realtors 
set the pace for toppling 
all records in 1959. Vigor- 
ous sales techniques 
emerged from sound sales 
planning. 


During that period of suc- 
cessful selling, more resi- 
dential, commercial and 
industrial real estate adver- 
tisements were placed in 
the Star than in both 
other Toronto newspapers 
combined. 


TORONTO DAILY STAR 


IT’S SO FOR BETTER 
EASY TO DIAL EM 8-36] RESULTS 














Ie 


16 th. 
ANNUAL. 


CANADIAN ASSOCIATION OF 


REAL ESTATE BOARDS 


WELCOMES YOU 
TO THE 


ie 


HOTEL 
BESSBOROUGH 


CONVENTION - SASKATOON 


NS) 


SUNDAY - MONDAY - TUESDAY - WEDNESDAY 


SEPTEMBER 20 - 23rd. 


Registration fee 


includes everything — 


all business sessions, 
all |Juncheons—receptions— 
all dinners—final banquet 


and all entertainment 


ORD 


Brokers, salesmen and 


salesladies 


Wives and Guests 


$50 
$30 


NOTE: please reserve type of accom- 
modations required when you send 


in registration coupon 


(no suites left) 


Make Cheques payable to 


CANADIAN ASSOCIATION OF REAL ESTATE BOARDS 


C.A.R.E.B. SASKATOON CONVENTION 


TO: Lloyd Jones, 


SEPTEMBER 20th - 23rd, 1959 
SASKATOON, SASKATCHEWAN 


Registration Chairman, 


100 Ross Block, 


Saskatoon, Saskatchewan 


I plan to attend the conference, and enclose my cheque for $ 


registration fee 


refunded to me, provided I advise you before September 5th, 1959 


NAME 


ADDRESS 


I am a member of the 


STATUS 


CITY & PROV 


to cover the 


It is understood that in the event I am unable to attend, this advance will be 


Broker, Salesman, Guest) 


Board 


Hotel accommodation required [J Single [— Double 


Arrival date and time 


Departure date and time 


Below I have indicated exactly how I would like my name to appear on my identification badge: 


MY NAME 


WIFE'S NAME 
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September 15th is positively the 
last date we can honour coupon 
Saving Plan (see opposite page 


ra 


~ >_> »>,_>,> 
ERR A are 4! re <n a 


‘ or July Realtor insert) 
, 
% 
4 
# USE ONE OF THESE COUPONS 
% AND SAVE: 
% 
4 
y 
4 
, 
, 
50% 
% 
x on your first insertion plus 5% § 
‘ to 15% on subsequent inser- “ 
x tions. 4 
x & 
x & 
4 ” 
’ WHAT YOU GAIN: x 
7 + 
x —October is target month. Your 4 
i Advertising campaign will be ¥ 
% launched with a bang for it 4 
x will be included in a super- % 
& sized edition containing edi- x 
x torial stimuli aimed at infus- 4 
4 ing the reader with Canada’s ” 
” investment potency from coast x 
% to coast (18,000 circulation). " 
4 ’ 
4 —The October edition, 40 or ” 
& more pages, will be given a 
¥ gratis to 6,000 big guns in 4 
% American Real Estate who ¥ 
s will be attending their annual 4 
‘ convention at the Royal York " 
” in Toronto. (The Toronto X 
% Real Estate Board are co- 4 
z hosts.) % 
” 
» —Regardless what community ” 
¥ you live in... you can leave & 
‘ a good impression by placing “ 
° your story in front of this ¥ 
x once - in - a - lifetime audience. 4 
4 AND AT THE SAME TIME % 
% actually save far in excess of a 
‘ normal advertising rates. a 
& Kg 
” 
x MAKE YOURSELF KNOWN ’ 
% NATIONALLY AND _IN- % 
x TERNATIONALLY. JOIN & 
& OTHER PROGRESSIVE ¥% 
° CANADIAN FIRMS WHO 4 
‘ WILL BE COMMENCING 4 
*® THEIR ADVERTISING ¥ 
” CAMPAIGN IN OCTOBER. % 
‘ (SEE COUPONS OPPOSITE % 
x FOR RATE SAVINGS) “ 
Loooooooososooooooooeoeeds 
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SEE OPPOSITE PAGE “LAST CALL” 


CUT OUT AND MAIL YOUR PLAN TO US 


f PLAN 1 | 


A 


3 time insertion 
First month 
you pay only 
Remaining two 
months, each 
LESS 
further 5% off each 
month’s statement 


$ 6.00 
$12.00 


PLEASE ATTACH YOUR MESSAGE .. 





SIZE OF SPACE... 


B 


6 time insertion 
First month 


you pay only $ 6.00 
Remaining five 
months, each $12.00 


LESS 


further 10% off each 
month’s statement 


. PROFESSIONALS WILL PROCESS IT FOR YOU. } | 
(any cuts sent to us will be returned earliest possible.) 


DITTO OOD 


USE THIS COUPON AND RECEIVE 


. 1 COLUMN x 2” 









o to 15% OFF! 


C 
12 time insertion 
First month 


you pay only $ 6.00 
Remaining eleven 
months, each $12.00 


LESS 


further 15% off each 
month’s statement 
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DD 


c PLAN 2 2]. 
: A 













3 time insertion 
First month 


you pay only $12.50 
Remaining two 
months, each $25.00 


LESS 


further 5% off each 
month’s statement 


| PLEASE ATTACH YOUR MESSAGE .. 


USE THIS COUPON AND RECEIVE 5° to 15% OFF! 


- 1 COLUMN x 5” 


SIZE OF SPACE .. 
B 
6 time insertion 
First month 
you pay only $12.50 
Remaining five 
months, each $25.00 


LESS 


further 10% off each 
month’s statement 


- PROFESSIONALS WILL PROCESS IT FOR YOU. 
(any cuts sent to us will be returned earliest possible.) 












C 


12 time insertion 
First month 


you pay only $12.50 
Remaining eleven 
months, each $25.00 


LESS 


further 15% off each 
month’s statement 

















[mi PLAN 3 7] 


A 


3 time insertion 
First month 


you pay only $14.25 
Remaining five 
months, each $28.50 


LESS 


further 5% off each 
month’s statement 


PLEASE ATTACH YOUR MESSAGE .. 


USE THIS COUPON AND RECEIVE 5% to 15% 


.2 COLUMN x 3” 


SIZE OF SPACE... 


B 


6 time insertion 
First month 
you pay only 
Remaining five 
months, each 
LESS 


further 10% off each 
month’s statement 


$14.25 
$28.50 


AN NN WW WANA N WAN AWNA AWA AWWA AWN AWW ANGAVAEH 


. PROFESSIONALS WILL PROCESS IT FOR YOU. 
(any cuts sent to us will be returned earliest possible.) 
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OFF ! 
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12 time insertion 
First month 


iS 








you pay only $14.25 a 
Remaining eleven e 
months, each $28.50 

LESS S 
further 15% off each iS 
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month’s statement 
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MAIL TO 


ee ETnEnEEInnISSES SSSI 


(FIRM NAME 
Canadian Realtor Magazine 


109 Merton Street 


(ADDRESS) 


Toronto 7, Ontario 
PLEASE MAIL COUPON TO (TOWN) 
GAIN DISCOUNTS 


OFFER GOOD ONLY UNTIL AUTHORIZED) 
SEPTEMBER 15th 


HAVE YOU REMEMBERED TO ATTACH COPY? 


MAIL TO 


(FIRM NAME) 
Canadian Realtor Magazine 


109 Merton Street 


(ADDRESS) 
Toronto 7, Ontario 
PLEASE MAIL COUPON TO (TOWN) 
GAIN DISCOUNTS 


OFFER GOOD ONLY UNTIL 
fA RIZ 
SEPTEMBER 15th UTHQRIZED) 


HAVE YOU REMEMBERED TO ATTACH COPY? 


MAIL TO 


(FIRM NAME) 
Canadian Realtor Magazine 


109 Merton Street 


(ADDRESS) 


Toronto 7, Ontario 


PLEASE MAIL COUPON TO (TOWN) 
GAIN DISCOUNTS 


OFFER GOOD ONLY UNTIL 
SEPTEMBER 15th (AUTHORIZED) 


HAVE YOU REMEMBERED TO ATTACH COPY? 





THE APPRAISAL INSTITUTE OF CANADA 


THE APPRAISER 


IN COURT 


By G. Il. M. YOUNG, B.Sc., M.I.A., A.C. 


Mr. Young is Manager, Appraisal and Mortgage 
Department of Shortill & Hodgkins Ltd., Toronto 


Realtors. 


LAST OF TWO PARTS 


Such study should be directed in 
the following way: 

1. A search at the Registry Office 
for comparable properties which may 
have sold in the period under investi- 
gations. Instrument number, date of 
deed, date of registration, price paid, 
names of parties and legal description 
of property must all be obtained. It 
is not enough simply to examine the 
abstract; each deed must be drawn 
and details of price obtained from the 
Land Transfer Tax Affidavit. 

As you may imagine, the make-up 
of the price is important — how much 
cash, how much mortgage, the terms 
of the mortgage. There is no need to 
point out to this audience that a large 
second mortgage at a low rate of 
interest may have a very low cash 
value, so that a sale containing such 
a mortgage is in effect taking place 
at an artificially inflated price. 

The parties to the transaction 
should be studied to see if there is any 
apparent relationship. 

Never rely on details of a trans- 
action given, even in the best faith, by 
individuals or in the press, without 
checking them at the Registry Office. 

2. Having made your Registry 
Office search, go out and look at the 
comparable properties and see how 
they may relate to the subject pro- 
perty. This process of comparison is 
the very crux of the appraisal. Where- 
as information gathered from public 
records is a study of fact, the applica- 
tion of these facts in order to form 
an opinion of value is an art. 


It is at this point that the personal 
skill and judgment of the appraiser 
must be exercised. The facts are 
meaningless until they are reduced to 
a form by which they can be com- 
pared. For instance, if you are com- 
paring land sales you would need to 
reduce the prices paid for comparable 
sites to a unit value, either per foot 
frontage or per square foot of area. 


CANADIAN REALTOR — AUGUST, 1959 


In making this analysis you would 
want to consider the location of each 
comparable parcel, the likelihood of 
its development, the kind of develop- 
ment for which it would be suited, 
how much of the land could be built 
upon. In fact if you do the job with 
complete thoroughness, you must con- 
sider every factor which might bear 
upon the use of every comparable 
parcel you select. 

3. As part of the field work the 
appraiser must do the following: 

(a) A proper legal and _ physical 
description of the subject property 
and any improvements upon it must 


be prepared, together with photo- 
graphs and, when possible, floor 
plans. 


(b) Familiarize himself with the 
municipality and the neighbourhood 
in which the property and the com- 
parable properties are located. He 
should acquaint himself with the 
nature of existing development and 
the degree of interest in future de- 
velopment. The activity in the real 
estate market will 
evidence of this. 


always be good 


(c) He must establish how munici- 
pal by-laws, especially zoning regula- 
tions restrict the development not only 
of the property under appraisal but 
also comparable properties. 


(d) The absence of 


presence or 
municipal services must also be 
checked. Certain comparable sales, 
for example, may appear to be com- 
pletely inconsistent with other evi- 
dence until it is established no munici- 
pal water supply is available to the 
area in which those sites are located. 

(e) The assessment of the subject 
property should be checked. Mr. Eaton 
suggests assessments should be used 
to give a correlation between assessed 
values and market values. The courts 
apparently are prepared to admit such 
evidence but at best it amounts to 


checking your own opinion against the 
opinion of the municipal assessor. It 
is doubtful if this is really good evi- 
dence to present. Much better, in my 
view, is to check your opinion against 
facts i.e. the facts of other sales. To 
introduce even indirectly the evidence 
of the assessor is to introduce the 
opinion of another expert witness who 
may or may not be available for cross- 
examination. Furthermore, many 
assessors work to depreciation tables 
and take more account of physical 
depreciation than functional or eco- 
nomic obsolescence in improvements. 
Obsolescence, however, may often 
greatly exceed physical depreciation. 

4. The appraiser’s work continues 
with processing the data he has 
gathered. He will concern himself 
with three main approaches to value: 

(a) Determining value by the cost 
approach i.e. estimating the cost of 
reproducing improvements and deduct- 
ing therefrom depreciation of all 
kinds and adding to the result the 
value of land. 

(b) Market data approach, based 
on direct market comparison. 

(c) Income approach, based on 
estimating value by capitalizing in- 
come which it can be shown the pro- 
perty would be capable of earning. 

He may decide to use all approaches 
to value or throw out any that may be 
difficult to substantiate when giving 
evidence. A market approach may be 
useless if no recent sales of compar- 
able properties have occurred or a 
cost approach may be difficult to apply 
where a building is very old. If there 
is no evidence of rentals or if the 
subject property is not of a kind nor- 
mally rented, the income approach 
may be inapplicable. However, one or 
another of these approaches must 
form the basis of the value estimate. 

5. Having assembled all relevant 
information and having inspected all 
comparable properties and made all 
his calculations, the appraiser must 
compile a report based upon his find- 
ings. 

Now he can put every detail into 
the report, or he can write a brief 
report which summarizes his findings 
or he may not even be required to file 
his report. The procedure should be 
agreed upon with counsel; but what- 
ever course is followed, the appraiser 
must have all the evidence at his 
fingertips. My personal feeling is to 
file a brief report, substantiate it by 
evidence in chief, but be prepared for 
cross-examination with all the evi- 
dence you may have assembled but 
didn’t include in your report. 

This may help to cut down the 
length of the hearing. Long reports 


(Continued on page 21) 
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C.M.H.C. BUILDERS WITH 
2 REFUSALS CAN APPLY 
FOR UP TO 15 LOANS 


As announced on July 22 by the 
Prime Minister, the Right Honourable 
John G. Diefenbaker, Central Mort- 
gage and Housing Corporation has 
been authorized to allocate up to 15 
direct loans to builders undertaking 
the construction of low-cost housing 
for lower-income borrowers. The new 
loans, which are offered to builders 
who are unable to secure insured 
mortgage loans from approved lend- 
ers, will be made available effective 
September 1, 1959, but applications 
may be accepted by local offices of the 
Corporation after July 27, 1959. 


Direct loans from CMHC will be 
available in any area regardless of 
population to any bona fide house 
building company or individual house 
builder that built houses prior to June 
1, 1959, provided that completed and 
signed applications are received by 
the Corporation before December 31, 
1959. A company or individual home 
builder who has operated in more than 
one metropolitan area may qualify in 
each for the 15-loan quota. In the case 
of a project consisting entirely of 
owner-occupied duplexes or _ semi- 
detached dwellings, the maximum 
number of units that may be approved 
is 16 regardless of the number of 
loans. 

A builder may not receive direct 
loans from CMHC if, at the time of 
application, he has more than five 
unsold houses 90% completed or more, 
comprising both agency and direct 
loans. 

The transfer or interchange of com- 
mitments from one builder to another 
builder is not permissible. 


We will buy 


as principals income 


in Canada from 
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producing properties anywhere 
coast-to-coast. 


Agents commission protected. 


Refusal Letters 
Builders applying for Corporation 
direct loans for small homes will be 


required to obtain refusal letters from 


garage or carport with more than one 
stall; automatic combined sink (wash- 
ing unit); built-in refrigerator; built- 
in freezer; and automatic garbage 
disposal unit. 


Amortization 


The period of amortization will be 
25 years unless the gross debt service 
exceeds 27% of gross income in which 
case the amortization may be 30 years 
if requested by the purchaser. 


Construction Start 


Construction of the house must 
start within 45 calendar days of ap- 
proval of the loan by the Corporation. 





Two-bedroom house 
Three-bedroom bungalow 
Three-bedroom 142-storey house 
Three-bedroom duplex 
Three-bedroom 2-story house 


Four-bedroom house 


With Basement Basementless 


950 sq. ft. 1,090 sq. ft. 


1,050 sq. ft. 1,200 sq. ft. 


1,100 sq. ft. 1,250 sq. ft. 


1,100 sq. ft. 1,250 sq. ft. 


1,150 sq. ft. 1,300 sq. ft. 


1,300 sq. ft. 1,460 sq. ft. 


n 
2 





two approved lenders normally ex- 
pected to make loans in the area. 


Floor Area Requirements 


Under revised regulations, a de- 
tached house, a semi-detached or row 
dwelling qualifying for a direct loan 
from the Corporation may not exceed 
the following livable floor area limi- 
tations: 


Plans and Specifications 


The following items will not be con- 
sidered in applications for direct 
loans: Glass partition around bath; 
extra bathroom; extra bathroom 
roughing in; more than one fireplace; 


Normal requirements will govern a 
30-day extension. 


Direct Loans to Home Owners 


The Corporation will continue to 
make direct loans to home owners in 
areas having a population of less than 
55,000 in accordance with existing 
policies. Loans will also continue to be 
made to home owners in areas having 
a population in excess of 55,000 but 
such loans will be governed by the 
limitations on loans to builders con- 
cerning the size of the house and the 
“extras” that may be included. Effec- 
tive September 1, the 45-day construc- 
tion start period will also apply to 
direct home-owner loans in areas in 
excess of 55,000 population. 


F. H. Toller 


Realtor 


Realty Investments 


Commonwealth Bldg. 
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The re-development of Montreal 





THE HOUSING OF TOMORROW 


THE HANDY 
DOWNTOWN APARTMENT 

Within a few years, it is reasonably 
certain that there will emerge in 
Montreal a new type of residential 
construction that will change the sky- 
line of this old city: the handy, com- 
fortable downtown apartment in a 
high-rise building containing many 
such units of accommodation. 

What form will it take? Will it 
be costly for owner and tenant? Will 
it be advantageous? Will it be noisy 
or pleasant? Will it change the en- 
vironment too radically or maintain 
the traditional atmosphere of this bi- 
lingual city? All these questions — 
and many more — can be answered in 
advance in the light of the experience 
of other large centres in this field. 

It can be stated that such a develop- 
ment is fairly certain because of four 
important factors: 

1. The readiness of private develop- 
ers to invest heavy capital in this 
type of housing; 

the fact that provisions for urban 
re-development of this type already 
exist under the National Housing 
Act; 

3. the need for such handy accom- 

modation; 
4. its almost unlimited advantages. 


to 


WHAT THE DOWNTOWN APARTMENT 
WILL LOOK LIKE 


The handy downtown apartment of 
the future will be found in a ten-to- 
twenty-storey building. Acquisition of 
downtown land will be costly and it 
will be necessary to erect high-rise 
buildings to make the investment a 
sound proposition. 

Tenants will either rent it, or buy 
it on a co-operative basis. Mass pro- 
duction of apartments will make it 
possible to rent or sell them at an 
attractive price. 
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IN MONTREAL 


by D. S. KEAST, President 


Montreal Real Estate Board 


Of necessity, because of the intense 
activity of the downtown area, these 
apartments will be built to be com- 
fortable. This will mean sound-proof- 
ing, good ventilation and, most im- 
portant of all, provision for a 
surrounding green area. With these 
advantages, they will be as pleasant 
as a home with garden in the suburbs 
— but much closer to everything. 


The proximity of the downtown 
apartment to places of employment, 
railway stations, hotels, large stores, 
theatres and good restaurants, will 
make it very handy indeed. So handy, 
in fact, that it will reduce traffic and 
transportation problems considerably. 


WHY IT IS TIED TO GOVERNMENT 
LEGISLATION 


Although heavy capital is available 
right now for the construction of such 
desirable housing, private developers 
cannot act before the city and the 
province request federal assistance to 
clear blighted downtown areas and 
sell the land at cost to private enter- 
prise. 

The reason for this is that it is not 
possible for a private developer to 
buy, or for all practical purposes, ex- 
propriate, as a government could, 
large blighted areas. 

The National Housing Act provides 
for such re-development, provided that 
existing tenants are offered suitable 
housing either in the new project or 
in some other area. 


SOCIAL VALUES MAINTAINED 


The experience gained by other 
large centres in urban renewal has 
been fruitful. No longer are whole 
neighbourhoods completely obliterated 
and social upheaval created. The 
character of areas and the rights of 


residents to remain in them are pro- 
tected by planning for occupation by 
families representing a variety of 
economic levels. 

This modern concept works this 
way: a re-developed area is so planned 
that all income groups can find suit- 
able accommodation in it. According 
to James Felt, Chairman of the New 
York City Planning Commission, this 
form of stabilization “means striking 
the kind of balance that reflects the 
diverse social and economic back- 
grounds that have given the city its 
versatility and its strength.” There is 
also provision for commercial centres 
in these projects. 


A GOOD INVESTMENT FOR THE CITY 

Whatever the city will spend in 
clearing blighted areas for re-develop- 
ment, it will not be excessive, as it 
will get considerable help from other 
levels of government, and it will get 
it back many, many times in the form 
of increased municipal revenue. A 
slum can only produce a small revenue 
in taxes; a 20-storey apartment build- 
ing is much more productive, tax-wise. 

The Montreal Real Estate Board 
has made “urban renewal through 
private enterprise” its favourite pro- 
ject because it can add so much to 
Montreal’s prestige, while enhancing 
property values and creating in the 
construction and allied industries the 
kind of economic activity that pro- 
vides employment stability and 
expansion. 


A deep sea diver, equipped with head- 
phones, life line and airhose, was work- 
ing 200’ below the surface. Suddenly he 
got a call from the ship above. “Better 
get up here in a hurry Hank. The ship 
is sinking!”’ 
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SOME BOARDS 
MAKE CO-OP 
LISTING PAY OFF 


The upswing of sales to listings in some of our 
boards indicates that their system is working properly. 
It has long been a proven fact that boards who show 
a ratio less than a quarter sales to listings cannot show 
a sensible profit. 

Winnipeg, for the month of June registers a ratio of 
62.2; for the year 52.8%. Winnipeg year’s average tells 
us that every second listing brought in, is sold. This is 
extremely good business. 

Brantford, always up near the top also registers a 
53% ratio. Sault Ste. Marie is approx. 50% and 
London 45%. 

Other Boards, who fall well down the scale, might 
be wise to commence a promotional campaign beamed 
at listing properly. If this is carried out there is no 
reason why each Canadian Board will benefit along 
with the listing Broker and salesman. 


Ten Winners In 
Vancouver Contest 


Winners of the June Multiple Listing Service competi- 
tion have been announced by the Vancouver Real Estate 
Board. 

C. E. van Engel of Boultbee, Sweet & Co. Ltd., was top 
listing salesman for the month and Mrs. Shari Boult of 
Kerrisdale Investments Ltd. led the selling salesmen. 

Placing second to fifth in Listings were James H. 
Russell of Major Investments Ltd., Mrs. Alice M. Sudbury 
of Len Korsch Realty Ltd., Mrs. H. Anthony of Boultbee, 
Sweet & Co. Ltd., and Mrs. Barbara Riley of Macdonald 
Realty Ltd. 

Second to fifth in sales of homes through M.L.S. were 
Walter Kerr of Macaulay, Nicolls, Maitland & Co. Ltd., 
Morris G. Creagh of Lakeview Estates Limited, Eugene 
Ciunyk of Block Bros. Realty and Mrs. Ella Thompson of 
A. E. Austin & Co. Ltd. 

Winners of each month’s competition are feted at a spec- 
cial dinner given by the Multiple Listing committee of the 
Board. In addition the two top salesman are presented 
with a trophy. 
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MONTHLY CO-OP REVIEW 


millions 
of dollars 


CO-OP SALES GRAPH 
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SOUTH PEEL 


The co-op contest “Lucky Bucks” which has been insti- 
tuted to stimulate co-op listing sales in the South Peel 
Board, has proved so successful that it will be extended. 

Winners of the first contest: First prize, Alf Spriggs; 
Second, J. Tieche; Third, Art Slater. 


+ + + 


“WHY PROFESSIONS LOSE RESPECT” 


In an article that appeared in the Beacon Journal on 
July 1st, syndicated writer Sydney J. Harris chides some 
of the professions for giving more attention to the pro- 
tection of their members than to their discipline. He says 
in part: 

“To be a “professional’ means to profess, to take a vow, 
that the welfare of the client or the patient is paramount, 
and that profit must take second place. A profession differs 
from a mere ‘occupation’ in that the latter is done mainly 
for money; this is why we confer more status upon pro- 
fessional men. But this status must be earned, maintained, 
and zealously guarded. At present, the guardians have 
lost much public confidence and respect.” 


+ + + 


Escort to dizzy blonde studying restaurant menu: “Fillet Mignon? Its 
pickled goat's liver. Why?” 


— READER'S DiGest & KIWANIS MAGAZINE 
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CLR. Results 
Announced 


1958 marked the first mile stone of the Canadian Institute of Realror’s 


educational efforts, when 45 students completed their three years of study. 


Since that date, this educational programme has seized hold of the interest 


of all CAREB Members and their sales personnel. The interest for this 


type of course was so keen, that the Alberta Association of Real Estate 


Boards arranged with the University of Alberta to commence a series of 


lectures based on the subject material used by the Canadian Institute of 


Realtors correspondence Course. The results of this venture were grati- 


fying. The students in Alberta who have completed the first year of this 


lecture course are listed below 





P. J. HARVEY, F.R.I. 





EXAMINATION 


RESULTS 
FIRST YEAR 


Correspondence Course — Toronto 
HONOURS: (75% or over) 
Baxter, R. C., Winnipeg. 

Belec, R. L., Sault Ste. Marie, Ont. 
Blyth, J. R., Oak Ridges, Ont. 
Campbell, J. T., Toronto. 
Braithwaite, M. E., Victoria. 

Bryan, T. P., London. 

Bryant, A. E., Edmonton. 

Clarke, J. M., South March, Ont. 
Case, W. R., Aurora, Ont. 
Coristone, G., Calgary. 

Davis, K., Quebec, P.Q. 

Durst, W. G., Toronto. 

Ebbitt, W. H., Westmount, P.Q. 
Ewins, G. M., Toronto. 

Finlayson, K., Toronto. 

Gale, D. E., Calgary. 

German, Mrs. Shirley, Willowdale, Ont. 
Gervan, R. M., Brantford, Ont. 
Gray, G. C., Willowdale, Ont. 
Hargreaves, V. H., Vancouver 
Hudson, J. B., Toronto. 


AVERAGES 


This includes marks 
from University Toronto 
end lecture courses from 
University Alberta 


Brokerage 


Ist year 80.6% 


83.9% 


2nd year 


85.7% 


3rd year 
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Appraisal 


79.9% 


77.6% 


80.1% 


INSTITUTE PRESIDENT 
OFFERS CONGRATULATIONS 


In 1955, the C.I.R. 3-year Correspondence 
Course was launched and, at that time, even 
the most optimistic members of the Governing 
Council of the Canadian Institute could not 
imagine the wholesale acceptance that would 
be gained by this venture into formal real 
estate education. 

The latest report from H. W. Follows 
Secretary-Treasurer of the Canadian Institute 
of Realtors, indicates that applications are 


King, D. F., Toronto. 

Koffler, C., Toronto. 

Kostiuk, J. M., Weston, Ont. 
Lamb, A. C., Toronto. 

LePage, D. E., Toronto. 
McEntee, D. J., Toronto. 
McRitchie, R. H., Moose Jaw. 
MacKenzie, J. D., Niagara Falls. 
MacMillan, R., Edmonton. 
Mitchell, T. K., Willowdale, Ont. 
Moore, R. F., Duncan, B.C. 


Law Economics 
Accounting 


70.9% 68.8% 60.0% 


75.9% 71.1% 


78.8% 73.9% 


M‘gement 


literally pouring in for the 1959-60 semester. 
This news is highly gratifying to the Govern- 
ing Council and CAREB Executive as a whole. 
In closing, | wish to congratulate all stu- 
dents who last year, entered their respective 
year’s studies and stuck to it. To you people, 
our blessings for a happy and lucrative career 
in Real Estate. 
P. J. Harvey, F.R.I. President 
Canadian Institute of Realtors 


Moss, A. E., Toronto. 

Snoek, H. J., Don Mills, Ont. 
Steiner, E., Willowdale, Ont. 
Sully, L. K., White Rock, B.C. 
Sutherland, R. D., Toronto. 
Tanner, A. C., Dartmouth, N.S. 
Thomson, W. N., Toronto. 
Thornton, L. D., Toronto. 
Weigland, R. E., Downsview, Ont. 
Welsh, B. V., Willowdale, Ont. 
Wiebe, A., Waterloo, Ont. 


Averages 
Insurance 
T. Plan. 


58.6% 74.3% 








Wilkinson, B., Port Credit, Ont 
Case, W. R., Aurora, Ont. 


PASS: (Subjects in brackets indicate sup- 
plemental examinations necessary) 

Arnoldi, A. J., Toronto. 

Binns, C. B., Toronto. 

Boettger, H., Calgary, (Acct'g.-Econ.) 

Calladine, G. E., Willowdale, Ont., 
(Acct'g.) 

Bright, G. K., Vancouver. 

Brown, G. F., North Surrey, B.C., 
(Acct'g.) 

Cooke, R. T., Toronto, (Acct’g.) 

Desjardins, J. G., Montreal. 

Dixon, G. L., Barrie, Ont., 
(Econ. & Acct'g.) 

Draper, G. J., Montreal, 
(Econ. & Acct'g.) 

Eklove, R., Montreal, (Acct’g.) 

Gale, G. E., Calgary, (Acct’g.) 

Gallagher, W., Hamilton, 
(Acct’g.-Econ.) 

Gaston, A., Port Credit, Ont., (Acct’g.) 

Hardie, G., Edmonton, (Acct’g.) 

Hartwig, H., Edmonton, (Acct'g.) 

Harwood, E., Don Mills, (Econ.) 

Hawes, B. J., Winnipeg, (Econ.-Met.) 

Hoare, W. S., Toronto, (Acct'g. Econ. & 
Mgt.) 

Holland, C. H., Victoria, (Econ.) 

Keffer, H. F., Concord, Ont., (Acctg.) 

Keith, H., Toronto, (Econ.) 

Lawson, K., Calgary, (Brokg. Appl. & 
Econ.) 

Lester, J. J., Regina, (Acct’g.) 

Lowndes, C. M., Toronto. 

McClenaghan, Jas., Peterborough, 
(Acct’g.) 

McLeod, D. H., Kelowna, B.C., (Acct’g.) 

MacDonald, J. R., Cornwall, Ont., 
(Acct'g.) 

Medhurst, Mrs. P. M., Lethbridge, 
(Acct’g.-Econ.) 


Peters, E. E., Oakville, Ont., (Acct’g.- 
Econ.) 

Pratt, J. C., Scarborough, Ont., (Acct’g.) 

Prior, B. R., Niagara Falls, (Acct'g.) 

Reid, R. D., Calgary, (Appl.) 

Ridout, Mrs. M., Balm Beach. Ont., 
(Acct’g.-Econ.) 

Roulet, B. C., Toronto, (Acct'g.) 

Smulders, P. J., Toronto, (Econ.) 

Westwood, W. H., Calgary, (Acct’g.) 

Whelan, D. N., Toronto, (Acct’g.) 

White, W. G., Toronto, (Acct’g.) 


FIRST YEAR 
Lecture Course — Calgary 
HONOURS: (75% or over) 
Barnes, J. T. 
Barrington, J. W. 
Briggs, R. V., 
Fraser, J. A. 
Joffe, C. 
Joffe, L. J. E. 
Johns, W. F. 
Morton, H. L. 
Smith, R.J. 
Tierney, F. H. 


PASS: (Subjects in brackets indicate sup- 
plemental examinations necessary) 

Bailey, J., (Acct’g.-Econ.) 

Brunning, F. H., (Acct’g-Econ.) 

Butler, F. L. 

Chopick, N., (Appl.-Acct’g.-Econ.) 

Crystal, M. 

De Forest, H. G., (Acct'g.) 

Dickson, W. E. 

Gauld, C. K., (Appl.-Acct’g.-Econ.) 

Hagen, G. F., (Econ.-Mgt.) 

Holick, E. M. 

Homberg, R. C. 

Hornberger, S. E. 

Hughes, W. I. 


Jones, W. N, 

Klaasen, R. L., (Acct’g.) 
Krause, A. E. 

MacDonald, A. D. 
Maclean, E. F. 

Maes, R. S., (Acct’g.-Econ.) 
Price, B. E. 

Purich, F. T. 

Rodenbour, J. D., (Appl.-Acct’g.-Econ.) 
Rosom, W., (Acct’g.) 
Signer, G., (Acct’g.-Econ.) 
Toole, J. G. 


FIRST YEAR 
Lecture Course — Edmonton 
HONOURS: (75% or over) 
Dale, T. H. 
Graham, E. B. 
Leard, D. R. 
Litlplo, D. J. 
McAfee, 8. G. 
Sawchuk, A. 
Sullivan, J. K. 
Thompson, L. F. 


PASS: (Subjects in brackets indicate sup- 
plemental examinations necessary) 

Buchwald, G. 

Coyes, A. T. 

Greidanus, N. 

Gudlaugson, L., (Acct'g.) 

Johnston, D. M., (Acct’g.) 

Krupa, D., (Appl.-Acct’g.-Econ.) 

McMillan, M. S., (Econ.) 

Marshall, L. W. 

Molstad, H. L. 


Oakie, F. R. 

Rowand, E. J., (Econ.) 
Runka, N. 

Smith, A. B., (Acct’g.) 
Stewart, R. K. 





ATTENTION: 


All Realtors or Realtor salesmen are requested to register for the Fall semester of the 


C.I.R. Course as soon as possible. 
can be had by writing below address. 


Further information than that shown on coupon 


(CLIP ALONG DOTTED LINE) 


To: CANADIAN INSTITUTE OF REALTORS, 


109 Merton Street, TORONTO 7, Ontario. 


APPLICATION FOR ENROLMENT 


I hereby apply for enrolment in the Institute’s Course of Study to be presented through the Correspondence Division 
of the University Extension Department, University of Toronto, and commencing September 30th, 1959. 


[-] I enclose $100 as payment for the Ist Year’s Course 


[] I enclose $100 as payment for the 2nd Year’s Course 
(-] I enclose $100 as payment for the 3rd Year’s Course 


I agree to conform to the conditions of enrolment as set out in the syllabus issued by the Canadian Institute of 
Realtors. I am aware that fees cannot be refunded. 


Fill in Education and Experience Details — See overleaf. 
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Stott, G. A. 
Wengreniuk, G., (Acc?f'g.) 
Wengreniuk, N. 


SECOND YEAR 


Correspondence Course — Toronto 


HONOURS: (75% or over) 

Andrews, G. E., Dorval, P.Q. 

Banner, B. L., Cartierville, P.Q. 

Blacher, B., Ottawa. 

Bottomley, J.. Mount Royal, P.Q. 

Denver. E. A., Vancouver, B.C. 

Evans, F. P., Calgary, Alta. 

Ford, J. H., Victoria. 

Grover, G. W., Edmonton. 

Hinds, E. M. (Mrs.), Calgary 

Holdom, J. E., North Burnaby, B.C. 

Holloway, R. G.. West Vancouver. 

Larkin, G.. North Vancouver. 

Law, J. B., Victoria. 

Madden, C. E., Rexdale. Ont 

Moses, J. S., Toronto. 

Mullin, D. F., Toronto. 

O'Connell, G, E., Montreal. 

Philip, K., Toronto. 

Potechin, L., Ottawa. 

Stacey, O. W.. New Westminster, B.C. 

Tully, J. S., Willowdale, Ont. 

Wong, L. T., Calgary, Alta. 

Zidner, T. F.. Toronto. 

PASS: (Subjects in brackets indicate sup- 
plemental examinations necessary) 


Carson, J. C., Calgary, Alta., (Econ.) 
Brennan, P. J., Pembroke, Ont. 

Crnich, W., Winnipeg, Man., (Econ.) 
Gadoury, L., Welland, Ont. 

Gibson, Mrs. M., Calgary, Alta. 
Gomery, H., Kingston, Ont., (Econ.) 
Goody, C. H., Montreal, P.Q., (Econ.) 
Kelly, J. E., North Bay, Ont. 

Lewer, N. G., Ottawa, Ont., (Brokg.) 


Accrg.) 

McKibbon, W., Glanford, Ont., (Appl.- 
Acct'g.) 

Mooney, E. (Mrs.), Montreal, P.Q., 


(Appl.-Econ.) 


APPLICATION FOR ENROLMENT: 


Orr, J. N., Rosemere, P.Q 

Poulin, R. E., Nelson, B.C. 

Rolland, A. V. (Mrs.), Toronto, Ont., 
(Appl.-Acct'g.-Econ.) 

Senez, T. B., Montreal, P.Q.., 
Acct'g.) 

Shea, T. N.. Markham, Ont., (Econ.) 

Spenceley. G. G., Hamilton, Ont. 

Spooner, W. G., Timmins, Ont., (Econ.) 

Villeneuve, J., Sudbury, Ont., (Brokg.- 
Law-Econ.) 


(Appl.- 


FINAL YEAR 


Correspondence Course — Toronto 


HONOURS: (75% or over) 
Biscoe, R. F., Victoria. 
Boyle. T. J., Vancouver. 
Brodie. J.. South Burnaby, B.C. 
Craig, S. A., Don Mills, Ont. 
Davison, T. R., Toronto. 
Hamblen, F. W., Winnipeg. 
Korsch, L. S., Vancouver. 
Korsch, S.. Vancouver. 
Lang, T. J., Westview, B.C. 
Lightheart, C. V., Vancouver. 
Mears, J. L., Victoria. 
Rhodes, E. N., Ottawa. 
Turner, P. A., Saskatoon. 
Webb, G. S., Islington, Ont. 
Wilson, R. G., Calgary. 


PASS: (Subjects in brackets indicate sup- 
plemental examinations necessary) 


Atkinson, E. F., Ottawa, (T, Plan.) 
Barlow, J. D., North Vancouver. 
Bolahood, L. A., Oshawa, (Ins.-T. Plan.) 
Boultbee, J. L., Park Royal P.O., B.C. 
Bradford, G. A., Oakville, Ont., (Ins.) 
Chase, W. R., Willowdale, Ont. 

Mahon, A. K., Prince Albert, (7. Plan.) 
Meyer, F. H., Fort William. 

O'Connor, V. W., Lindsay, Ont. 

Paquet, H., Quebec, P.Q. 

Rogers, E. R., Sault Ste. Marie, (7. Plan.) 


Print in block letters, or type. 


Roxburgh, J. (Mrs.), Vancouver, 
(T. Plan.) 
Showell, B. J.. Toronto, (Appr’l.) 
Thompson, M. A., Saskatoon, (T. Plan.) 
Vezina, J., Quebec, P.Q., (Econ.-Ins. & 
T. Plan.) 


NOTE: The foregoing names do not in- 
clude those who wrote off sup- 
plementals only to complete their 
year. These students were notified 
by mail 


C.A.R.E.B. OFFERS 
UNIVERSITY 
SCHOLARSHIPS 


The Canadian Association of Real 
Estate Boards will award a minimum 
of two scholarships yearly to deserv- 
ing Canadian students, preferably 
those majoring or intending to major 
in Commerce, Finance or 
administration. 


Business 


For the 1959-60 semester, students 
will be from British 
Columbia, thereafter any student may 
apply. 


chosen only 


British Columbia has been awarded 
the first scholarships due to the Pro- 
vincial Association’s sterling efforts of 
sponsoring a chair in Real Estate 
Practice, at the University of British 
Columbia. 


This scholarship announcement was 
first mentioned in a wire sent to Don 
Koyl, President of CAREB, from Roy 
Patterson, Chairman of the Bursary 
Committee of the C.I.R. Mr. Koyl 
received and read the telegram while 


Do you belong to a Real Estate Board 


Age 


& 


Name 

City Name of Board 
Home Address .... Province 
EDUCATION jw, | pater | crukwe EXPERIENCE 


High School 


University 


Business Schools 


Special Courses l 





Present Employer, Address, and Nature of Business 


Present Position 


Years of Experience in the real estate business 


attending the British Columbia As- 
sociation of Real Estate Board’s 
Annual Convention at Harrison Hot 
Springs, B.C., in April of this year. 

The actual idea of awarding a 
scholarship took root in 1957, at an 
Executive Meeting prior to the start 
of CAREB’s Annual convention which 
was held in Halifax that year. 

Each College and University in 
Canada now has the details of the 
scholarship and these will be included 
in their school calendar appendix. 


SCHOLARSHIPS 


Field of Study: 


Students who have completed either the 
first or second year of any degree course. 
Preference given to the faculties of 


Commerce & Finance, and _ Business 


Administration. 


Value: 
$300 - $500 


Number: 


Minimum of two yearly 


Duration: 


One year only 


Conditions: 


Available to students who are citizens of 
Canada, and who have high scholastic 
ability but limited financial resources. 


Where Tenable: 


Any Canadian University or affiliated 
college. 


Apply: 

The Executive Secretary, 

The Canadian Institute of Realtors, 
109 Merton Street, Toronto 7, Ont. 


Awarding Agency: 


The Canadian Association Real Estate 
Boards. 





J. D. H. MacKENZIE 


Past President Niagara Falls Kiwanis 
Club; active in many clubs, lodges and 
charitable groups. On _ Executive of 
Realtor’s Association Greater Niagara. 
Now with D. C. Elsley Ltd. of that city. 
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FOUR 


HEAD THEIR CLASS 


FIRST YEAR 


ABE WIEBE 


Graduate of Waterloo College with 
B.A. Was censor with War Services Dept. 
during war then later, operated Import- 
Export Service in Ottawa. Is now Presi- 
dent of Wiebe & Bacher Company Ltd. 
a 16-member Kitchener Ontario Real 
Estate Firm. Mr. Wiebe is also a Director 
of two other allied firms in the City. 
Was President of K/W Board in 1957. 





THIRD YEAR 


Garth Webb 


Has headed his class for all three 
years. B. Comm from Queens, now with 
Jack Key Ltd., Toronto in commercial 
and Industrial Div. Garth is a Director 
of the Toronto Real Estate Board Sales- 
men’s Division. He is originally from 


Calgary. During the World War Il be- 
came Lieutenant R.C.A. 14th Field 
Regiment. 


SCHOLARSHIPS 


AWARDED 


Four scholarships are awarded annually 
students in first and second year of the C.I.R. 
correspondence course. In the first year, the top 
student and two runners up gain this award. The 
second year award goes only to the top student. 
Scholarship entitles the student to a further year 
of free studies. 


to 





SECOND YEAR 


James Holdom 


Executive with Flack Investments Ltd., 
North Burnaby B.C. Alumni Member Jay 
Cees and active in community affairs 
Studied his second year with C.I.R 
Scholarship awarded for high standings 
in first year 








G. C. GRA 


B.Comm. Queen’s 1950, later became 
Chartered Accountant 1953. Now Vice- 
President Property Management & Di- 
rector A. E. LePage Ltd., Toronto. Won 
Canadian Junior High Jump Champion- 
ship, Montreal 1957. 
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OTTAWA SURVEYS 


HOUSING CONDITIONS 


The City of Ottawa has commenced 
a survey of the City’s housing condi- 
teams of 
started a door-to-door questioning pro- 


tions. Six investigators 
gram in June, the results of which 
will enable planners to develop expan- 
sion plans in an orderly and economi- 
cal fashion. 

A quarter mile pilot area will be 
studied first, states City Planner 
Borrowman, who is directing the 
urban renewal studies. 

The Board of Control should get 
the completed survey along with re- 
commendations within two years. 


SALESLADY OFFERS 
PERTINENT ADVICE 


The following article embodies the 
written thoughts of Mrs. I. Sinclair 
a Realty saleslady member of the 
Toronto Real Estate Board. 

This story first appeared in the July 
edition of the Toronto Listings publi- 
cation and later in the Minneapolis 
Realtor August Fourth edition. 

The advice offered should be heeded 
by all salesmen. 


TO EXPERIENCE 
IS TO UNDERSTAND 


“There is a French saying which 
translated reads, “To understand all 
is to forgive all.” More loosely inter- 
preted it might be “To experience is 
to understand.” 

This saying I have found very 
definitely to be true — having just 
lived through the experience of selling 
my own house. I can assure all fellow 
Brokers and Salesmen that NOW I 
understand. Furthermore I have made 
a vow that from now on I am going 
to be far more tolerant of the point of 
view and feelings of the Vendor. By 
Vendor I mean more specifically the 
wife of the house owner; as it is with- 
out doubt the Little Woman who bears 
the brunt of the attack. 
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Real Estate 
Boards 


Many times I have said in an irate 
way when refused an appointment to 
show a property for reason of a sick 
child, or children sleeping, or perhaps 
a birthday party, “Well, how ridicu- 
lous, do they want to sell their house, 
or don’t they?” 

To begin with the housewife has 
more than likely been told tactfully by 
the Agent, that a tidy attractive house 
sells more readily, well that’s just fine, 
but try and get the beds made (bed- 
spreads on), breakfast dishes washed 
(and put away), cupboards tidy (no 
shoes on the floor) and all this before 
9:30 in the morning. I’ll tell you that 
makes the stoutest spirit quail. 

The first few days aren’t too bad, in 
fact they are quite exciting, but by the 
end of the first week it becomes a sort 
of nightmare, and by the end of the 
second week I can assure all my kind 
friends in the business that I was 
ready to GIVE the place away rather 
than have one more soul set foot in- 
side the door. 

It’s frazzling, wearing and nerve 
wracking, especially when crouching 
behind the furnace or refrigerator to 
keep out of the way, one hears rather 
derogatory remarks about the Little 
Love Nest that one thought was so 
nice, 

SO, fellow Realtors, bear with the 
house seller, and realize that it can be 
a very upsetting episode in one’s life, 
and remember that to experience... 
is to understand. 


I have... and I’m going to.” 


WINDSOR 
BOUNCES AHEAD 


Barbara Wood, Secretary of the 
Windsor Board penned a little note to 
us. It reflects the enthusiasm of the 
Board so aptly that we print it as 
written: 

“Best co-op month in ages... busi- 
ness is good for all Realtors 
the visit by their Majesties was won- 
derful ... big crowds. 

Special attraction was our Inter- 
national Freedom Festival between 


Association of 


Executive Committee: 

C. W. Rogers, Toronto, President 

Hugh McKeown, Ottawa, Vice-President 
F. N. McFarlane, Ottawa, Past-President 


Executive Directors: 

A. Hawreliak, St. Catharines; R. Bosley, To- 
ronto; A. Wiebe, Kitchener. 

Regional Directors: 


A. G. Clarkson, Sarnia; S. J. Campbell, Ham- 
ilton; R. Sanderson, Port Credit; E. B. Flem- 
ing, Sault Ste. Marie; K. S. Raven, Kingston 


Secretary-Treasurer: 
H. W. Follows 109 Merton St., Toronto. 


Windsor and Detroit 
parade ever! 

Fred Corp and Ivan Thrasher were 
on the Promotion Committee for this 
Festival and are to be commended for 
their sterling efforts. This will be an 
annual event commemorating our Do- 
minion Day and the U.S.A. July 
Fourth.” 

Windsor’s total co-op sales for the 
first six months although slightly lag- 
ging behind last year $1,024,508 to 
$903,020, nevertheless shows a re- 
markable gain for the month of June. 
Last year the Board sold $175,500 for 
the month compared to $322,350 for 
June 1959. 


largest 
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YOU'LL BE DOLLARS 
AHEAD... BY CALLING 


WAGNER Szzzs 


IS MILFORD AVE. TORONTO [5 


CH.1- 8531 


PROPOSED AMENDMENTS 
CAREB CONSTITUTION 


In accordance with Section Sixty 
(60) of the C.A.R.E.B. Constitution, 
members are hereby notified that they 
will be asked to consider the proposed 
amendment to the By-Laws of the 
Canadian Association of the Real 
Estate Boards: at the Annual Meet- 
ing in Saskatoon, Saskatchewan, on 
Wednesday September 23rd, 1959, 
commencing at 10.30 a.m. 

Item #16—to be deleted and the 
following to be substituted: 

“The Executive Committee shall 
conduct the affairs of the Corporation 
in accordance with the policies and 
instructions of the Board of Directors 
but may authorize the President to 
establish a Board of Management, 
consisting of the President, the two 
Vice-Presidents, the Executive Secre- 
tary, and not less than three other 
members of the Executive Committee, 
which Board will have the power to 
act on behalf of the Executive Com- 
mittee on those occasions when the 
President deems it necessary to hold 
meetings in addition to the minimum 
number of Executive Committee meet- 
ings hereinafter provided.” 

Hereafter to be known as Item #16. 

Item #17 —to be deleted and the 
following to be substituted: — 

“The Executive shall 
meet at least four times per annum, 
which shall include the Mid-Term 
Conference and the Executive Com- 
mittee meeting held at the time of 
Annual Meeting, upon the call of any 
of the following: the President, the 
Board of Directors, or any nine mem- 
bers of the Executive Committee at 
the time and place specified in the 
call.” 

Hereafter to be known as Item #17. 
shall 


Committee 


Six members constitute a 


quorum. 


CONVENTION TRAVEL 


(From page 5) 


The Tourist flight out of Toronto 
leaves at 11.40 a.m. arriving 5.55 p.m. 
Montrealers booked on this plane can 
leave Montreal on the 9.15 a.m. flight 
with sufficient time to make connec- 
tions. 

By train, the C.P.R. unfortunately 
doesn’t mainline through Saskatoon. 
However, those that prefer to travel 
in comfort aboard the Super Conti- 
nental, C.N.R.’s crack luxury train, 
should make reservations fairly soon. 

West-bound out of Toronto the S.C. 


CANADIAN REALTOR — AUGUST, 1959 





leaves Union 
daily. 

Example: leave Friday night at 
5.10 and arrive at Saskatoon 6.00 a.m. 
Sunday. This trip should give you a 
thoroughly relaxing journey. 

Those that intend motoring will of 
course, have the choice of many roads. 

You can go north via highway 11 
through Herst, Long Lac then down 
to Nipigon, Fort William, Kenora, 
Winnipeg and across the Prairie to 
your destination. This marvelous trip 
will catch the breathtaking north 
country’s glorious autumn colours. 

Another, nearly all Canadian Route, 
takes you to Sault Ste. Marie, thence 
over the Border into Michigan. From 
the Soo, Michigan you follow the 
south shore of Lake Superior (usually 
a quiet traffic-free journey) to Duluth, 
Minnesota. From Duluth you can 
either swing north up into Fort Wil- 
liam, or head Westward through the 
iron range country to Virginia City, 
International Falls, ete. 

Incidentally, the Trans Canada 
Highway across the Prairies is in ex- 
cellent condition now. You should 
experience no bad roads on any of 
the above mentioned trips, unless you 
stray off the beaten path. If you do, 
the country you will see, will be 
worth it. 


Station at 5.10 p.m. 


APPRAISER IN COURT 


(From page 11) 


take a long time to present and every 
piece of evidence given may call for 
cross-examination, whereas much 
material assembled is only required to 
provide answers for any question 
which may conceivably be asked. Many 
of the questions may never arise. 
The value of complete preparedness 
lies not only in presenting your own 
evidence but in scrutinizing the evi- 
dence of the other side. Your own 
counsel will require such information 
in conducting his own cross-examina- 
tion. Facts presented by other expert 
witnesses may be right only in some 
respects, or their interpretation of 
those facts may be open to criticism 
if it can be shown they have omitted 
to consider certain material factors. 
The cornerstone of your case rests 
on the amount and accuracy of pre- 
paration which you have done. If you 
have not made yourself fully informed 
you may have ignored facts which 
could materially affect the value of 
your evidence. To go into court with 
inadequate preparation may be to in- 
vite disaster. Often the fault may 
not be yours, but lawyers, owners, 
brokers and others retaining the ser- 
vices of appraisal experts must be fair 


to the appraiser if they are to be fair 
to the client for whom they are acting 
and see that they have plenty of time 
to get down to the job. 


$100 a month, for 20 
years for nothing 

Vancouver re-zoning has saddled a 
man with a useless piece of land that 
he’ll be paying for the next 20 years. 

A year ago, Gim Wong bought a lot 
which was zoned for light industry. 
he proposed to build a $5,000 shop on 
it. 

Some months later, the city re-zoned 
the area for apartments. This was 
part of the 20-year slum clearance 
and redevelopment plan. It meant that 
Wong could no longer build his shop. 

Not only that, but because the lot is 
too small, he can’t build an apartment 
either. 

And, as a final ironical touch, the 
only house he could put up on his 
50” x 66’ lot would be 40’ x 11’— 
obviously unsalable and impractical. 

“T can’t sell, because the lot’s no 
good to anyone else either. 

“I’m still paying $100 a month on 
a deal I guess I’m stuck with for 
perhaps 20 years.” 

—Canadian Builder 


CANADAS LARGEST - BY /4AR 


ata 
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COAST-TO-COAST SHIPMENTS 
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Association of 


Boards 


VANCOUVER REALTORS 
TO AGAIN PRESENT NIGHT 
SCHOOL COURSES IN FALL 


Members of the Vancouver Real 
Estate Board will again present a 
“Home Purchasing” course as part of 
the Vancouver Night School’s Adult 
Education programme this fall. 

It will be the second year in which 
the Board has assumed full responsi- 
bility for the course, although they 
have participated in a similar course 
Members of 
the Education Committee of the Board 
will also assist with a second night 


for a number of years. 


course on “Personal Financing Plan- 
ning”’. 

Outline of the course, as submitted 
by Education committee member Don 
Ross of H. A. Roberts Ltd., with the 
name of the 
each lecture following, is as follows: 


tealtor responsible fon 


“The Real Estate Business in British 
Columbia” 


Stan Olson 
(a) Governing Bodies 


(b) Advantages and Protection to 
Public in dealing with a Realtor 


(c) Through education Realtors are 
increasing ability to serve the 


public. 


“Why do we want to buy a House?” 
Bob Pound 


(a) Investment 


(b) Home 


“What to look for when buying a Home” 


Ian Duncanson 
(a) Location and Convenience 


(b) Construction and possibilities of 
Expansion 


(c) Zoning and Neighbours. 
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“Subdivisions” 
Fred Russell 
(a) How to find a lot 


(b) Points to check when looking at a 


lot 


(c) Building versus Buying an Evxist- 


ing House 


(d) Local Government. 


“Insuring Your Home” 


John Bow, Manager, Insurance De- 
partment, H. A. Roberts Ltd. 


“Maintaining Your Home” 
Jim Owens, Dennis Shaw 
(a) Alte ring and Remode lling 


(b) Pre paring the House for Resale 


“Financing the Purchase” 
Don Ross 

(a) First Mortgages 

(b) Agreements for Sale 


(c) Second Mortgage and Discounts 


“Conveyancing, Contract and State- 


ments” 


Irwin Davis, Secretary, Real Estate 
Council of B.C. 


“Question Period and Forum of Sales 


Ted Henderson, Ozzie McComb 


Managers’ Views of Trials Involved in 
their Endeavour to Please the Public.” 


President: 
Mladin G. Zorkin, Naniamo. 


Vice-Presidents: 


Fred Philps, New Westminster; Charlie Brown, 
Vancouver. 


Past-President: 
M. G. Klinkhamer, Cranbrook. 


Directors: 

Syd Hodge, Penticton; R. E. Slinger, W. Van.; 
John R. Harvey, Quesnel; Fred B. Urquhart, 
Vancouver; Lynn K. Sulley, White Rock; Harold 
Chivers, Vancouver; P. D. P. Holmes, Victoria; 
Bill Hyndman, Cloverdale; Lorrie Kirk, Victoria. 


VICTORIA GOLFERS 
CHURN COURSE 


The “Calloway manipulators” were 
at it again out in Victoria, couple of 
months ago. At the Uplands Golf 
Club some fifty Realtors stepped up 
to the plate, no doubt bubbling over 
with optimism, bashed out their first 
drive ... then looked in embarrassed 
horror as the darned ball flew off the 
heel of their club into the field adja- 
cent. Scenes like this are what makes 
one Realtor say to another, “Better 
stick to selling houses Jim,” whereas 
the hapless driver turns to the heckler 
and warns “Just wait til the next 
hole.” 


Anyways, fifty golfers (?) had a 
good time under the helm of three 
handicap calculators, Cy Spaven, Don 
Whyte and W. S. Kirkpatrick (Chair- 
man). 


THE WINNERS 


Jim Ransom (low net); Gordie 
Greenwood (low gross); Alan Mutch 
(second low net); Cy Spaven (second 
low gross) and Bud (The 
honest Golfer’s prize). 


Pullan 





Blane, Fullerton 
& White 


LIMITED 


Realtors, Financial Agents 
Insurance Managers 


Business established 1926 


517 Hamilton St., Vancouver, B.C. 





EXPROPRIATION — 


(Continued from page 3) 


Justice Thorson’s official condemna- 
tion of the Expropriation Act carries 
special weight for several reasons. He 
has been president of the Exchequer 
Court since 1942 and he is widely 
recognized as an expert on constitu- 
tional law from the 1921-26 days 
when he served as dean of the Mani- 
toba University Law School. 


In his criticism of the arbitrary 
nature of the Expropriation Act, Jus- 
tice Thorson made these points: 


1. A person’s property can be taken 
from him without his leave, or even 
notice to him, merely by (the Crown) 
filing a plan and description of it in 
the proper land titles registry office. 


2. From the moment such plan and 
description are filed, the Crown be- 
comes owner of the property and 
from that moment any and all rights 
of the owner, any mortgage, and any 
lien holder are “extinguished”. 


3. An owner whose property has 
been expropriated by the Crown “may 
be left dangling for years” before he 
actually gets his money. 


“If a customer buys a pound of 
sugar off the shelves of a (chain) 
store, he has to pay cash for it before 
he carries it home,” Justice Thorson 
commented. “Why, therefore, when the 
Crown considers it desirable and 
necessary in the public interest to ex- 
propriate a person’s property, should 
not the Crown promptly pay adequate 
and fair compensation to the owner 
concerned ?” 


U.K. Protection 


In the United Kingdom, Justice 
Thorson pointed out, there must be 
“notice to treat”, whereby the govern- 
ment first serves notice of expropria- 
tion on the owner and indicates will- 
ingness to negotiate for the property’s 
purchase. 


In the United States, what are 
called “condemnation proceedings” 
must first be taken in the courts. 


Justice Thorson remarked that, over 
the years, he has voiced criticism of 
the arbitrary nature of the Expropria- 
tion Act at different annual meetings 
of the Canadian Bar Association. 


As recently as December 8, Justice 
Thorson, in a strong address at the 
Canadian-wide conference on human 
rights held in Ottawa, cited Canada’s 
arbitrary Expropriation Act as an ex- 
ample of how this country is lagging 
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THERE'S MORE T0 SELLING 
THAN SHOWING 


Some listing salesmen are so afraid that they may offend the owner of the 
newly acquired listing that any thoughts of passing along suggestions how the 
Vendor could aid in the selling of his home, makes Timid Harry the salesman 
quake in his boots. 

Such should not be the case. The Vendor is as anxious as the Salesman to 
sell his house, (even though the Vendor may present a poker-faced ‘I-don’t- 
really-have-to-sell-this-place’ mein). 

There are literally hundreds of ways for the Vendor to improve his property. 

How many of us have listed properties (especially in the older sections of 
town) with lousy looking, weed-choked lawns? Certainly the Diamond 
merchant doesn’t merchandise his jewels in a brass or copper mounting. Nor 
should a home expect to get favourable reception from a home-buyer when his 
initial first look is met with this unkempt flavour. 

Advise the Vendor to dig up the grounds if necessary, spread some loam, fence 
it off with neat white pickets (cost only a few cents a piece). 
least shows some sign of careful attention. 

Paint improves real estate values. Paint on house, fence, and interior, costs 
only a small fraction of the favourable values placed upon the presentation by 
the home-buyer. 


A dug up lawn at 


Location Maps 

Almost all of us have some ability to draw lines on paper. Why not divide the 
section of the city in which you operate and draw a plain, large scale map, using 
a city map as reference. Indicate major streets, busline routes, closest shopping, 
schools, churches etc. 

This map idea is a perfect Public relations weapon for those salesmen who 
have already witnessed an Offer to Purchase. One of these handed to the new 
buyer will cement relations. This evidence that you have his welfare in mind 
will get you many repeat sales. At least, your name will be passed along to 
other friends who may be house hunting. 


Direct Mail Advertising 

Probably one of the most engaging pieces of promotion this writer has ever 
received was mailed from a foreign country. It was promoting something in our 
neighborhood. You can imagine the impact we received from this letter which 
bore a foreign stamp. Opening the envelope we read the message far more 
intently than had it been mailed from a Canadian address. 

The sender of this smart piece of promotion obviously had sent his material to 
a source in Europe and had the recepient there, stamp each letter individually. 

We leave you with this thought ... you can develop your own mind to become 
creative. Each time you receive a piece of promotion, concentrate on the message 
and form of delivery. This deep thought will start another, sometimes com- 
pletely alien to the original. 

Take for instance the developer of the Regency Acres Sub-division in Aurora, 
Ontario. They offered to the First twenty-five buyers, a year’s membership to 
the Aurora Golf & Country Club which flanks the development. To the first 
fifty buyers, family membership for a season’s swimming in the local pool. 

Or, take the builder of the Glenayr sub-division North-East of Toronto. These 
enterprising men offered to all prospective buyers a free helicopter flight over 
the development. Any casual guest who just went for a look-see were given a 
draw ticket. The winners’ also a free helicopter ride. 

There is absolutely no limits to what a thinking man’s mind can produce. 
Every house buyer wants to be sold. If the sale pitch is unimaginative, the 
buyer will sub-conciously feel that the product is no good. Honest stimulation of 
the buyer’s appetite will pay off for the salesman smart and progressive enough, 
to think (and execute) beyond the ordinary. 





behind in the field of human rights. 

Now, Justice Thornson, by express- 
ing his critical views in an Exchequer 
Court judgment, has taken the most 
direct, official action possible to regis- 


ter his dislike of and objection to 
Canada’s land expropriation law. It is 
now up to the Federal Government 
to introduce appropriate legislation to 
rectify the situation. 


23 











HOLIDAY PAY 
ACT CLARIFIED 


An Appeal Court, in reversing a 
decision has ruled that a salesman, 
working on commission is not entitled 
to holiday pay from his employer. 

Earlier, Magistrate E. L. Elliott, 
Regina, ruled that Commission sales- 
man W. J. Cameron should receive 
1/26 of his commissions for the period 
from Jan. 2nd., 1958, to July 2nd., 
1958. This amounted to $58.83. 

In ordering the salesman to pay 
back to his employer all monies re- 
ceived under the Magistrate’s ruling, 
Mr. Justice J. E. Friesen stated that 
there was a difference between em- 
ployer-employee relationship and prin- 
cipal-agent relationship. The Annual 
Holiday Act therefore does not apply 
to the type of association that existed 
between Mr. Cameron and his em- 
ployers Clear and May Company Ltd. 


$1 MILLION 
AUCTION HELD 


Land hungry Contractors and eager 
Real Estate Brokers bid hot and 
furious for 270 choice building lots in 
the Municipality of Fort Garry on 
the outskirts of Winnipeg. 

Some 100 attended the hour and a 
half auction held in Auditcrium of 
the Viscount Alexander School. 

The lots sold fully serviced, rang 
ing from $62.50 to $77.75 per foot 
frontage put over $1,118,963 into the 
municipality’s coffers. 

Even after a cost of $30 to $40 per 
foot frontage for services, a_ profit 
was still made. This means that the 
town will not have to float as many 
debenture issues this coming year. 

The Auctioneer, Les Millington 
picked up $2,500 in commissions for 
the 90 minutes work. 
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PLANNING DIRECTOR 
ADDRESSES RED 
DEER MEETING 


Deinis Cole, Director of the Red 
Deer District Planning Commission, in 
his ac'dress to the Central Alberta Co- 
op listing Bureau during a 
meeting stated that “Planning has a 
greater effect on Real Estate values 
that any other factor.” 

“The value of the land” he said 
“was influenced by social ideas and 
standards, economic adjustments and 
political and governmental regula- 
tions. The work of the planner there- 
fore involved a constant study of all 
aspects of planning, for it plays such 
an important part in the proper ap- 
praisal of land.” 


recent 


At the meeting the following were 
elected to office: A. M. Lees, Presi- 
dent; D. H. Horn, Vice-President; 
W. P. Bolze, Secretary-Treasurer and 
Vern Caddy, Director. 


PIONEER WINNIPEG 
REALTOR DIES 


A pioneer Western Canadian died 
in July. George Montegu (Monty) 
Black, President of Black & Arm- 
strong Ltd., Financial, Real Estate 
and Insurance Agents in Winnipeg, 
passed away July 6th. 

Mr. Black served for twenty-six 
years as President of Western Brew- 
ries Ltd. 

In 1924, he took over the interests of 
E. L. Drewry to form the Drewry 
Ltd., and enlarged the company to 
operate in Winnipeg, Saskatoon and 
Regina under the name of Western 
Breweries Ltd. He was president of 
Pelissiers, Manitoba Investment 


Agency Ltd., Northern Improvement 
and Investment Co., Manitoba Cold 
Storage Co., Brewery Products, Carrot 
River Colonization Ltd., advisory di- 
rector of the Anglo-Canadian Hotels 
and director of Canadian Pratt and 
Whitney Aircraft Co., Combustion 
Engineering Corp., and was elected 
to the Canadian board of directors of 
the Phoenix Assurance Company of 
London, England. 

Mr. Black was on the founders of 
the Winnipeg Real Estate Board and 
was made a life member in 1953 after 
50 yerrs’ continuous service. 


“IT FILLS THE BILL”! 


Circulation 
in 

Excess 

of 


103,000 


In Central 


and Northern Al- 
berta, no other medium offers 
more than a fraction of the 
coverage supplied by . . 


The EDMONTON 


JOURNAL 


One of the Eight Southam 
Newspapers in Canada 








American-Standard clinches the sale! 







A QUALITY HOME wiTd 


Dream-colour bathrooms, famous Gurney furnaces 
by American-Standard 
are plus-features that close more sales 





BATHROOM 


a lal 
Sign of Quality Homes 





It’s always easier to sell a house when it features American-Standard 

products — but especially now, during the American-Standard NOW IS 

THE TIME TO BUY A NEW HOME campaign. Through heavy colour advertising 
in magazines, backed up by promotion in newspapers, street cars and buses and on 
television, American-Standard is pre-selling thousands of homes across the country. 
Tying in with the current promotion is the American-Standard HOME 
MERCHANDISING KIT, containing traffic-stopping on-the-spot display material. 
American-Standard products provide strong talking points for you. Draw attention 
to American-Standard equipment in the homes you show and turn house hunters 
into home buyers. 


first and finest — the world over 






MERICAN-Standard 


AMERICAN-STANDARD PRODUCTS (CANADA) LIMITED 2040 


plumbing fixtures, Gurney furnaces, boilers, radiators, ventilating and air-conditioning products, and heat exchangers. 
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PERSON TO PERSON 
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dunk your problems 

Edward Lipsett Ltd., wholesalers of 
Marine, logging, 
supplies on the West coast, 


mining and _ fishing 
recently 
into Toronto Industrial Lease- 
Lake City 


project near Vancouver 


moved 
Industrial Park 
On the 
is a pool 20’x40’ ostensibly to test and 


holds new 


rounds 


demonstrate marine equipment Re- 
garding the functional views of the 
Edward Lipsett staff; how much do you 
wanna bet 


kept Canadian 

the 3-Bar Ranch East of Merritt, 

B.C., owned by Governor 
Frank Ross and Colonel Victor Spencer 
was sold to Chain Store Executive 
Charles Woodward for $3 Millions, 
largest Ranch sale in Canadian History 
Ranch supports 14,000 head of prime 
cattle, 100 employees and boasts some 
30 odd lake in confines. A higher bid 
from American interests was refused to 


Lieutenant 


keep Ownership Canadian 


Street survey 

foot traffic surveys are usually con- 
ducted by Business consultants or De- 
partments of large corporations. The 
charts determine prime sites for business 
locations that wish the largest volume of 
traffic. The 


Board went one step further 


Vancouver 
100 real 
estate men were sent into the downtown 
area to determine which major street has 
the highest density of pedestrian traffic. 
Results of survey will be offered to 
business and industrial heads. The 
pedestrian pattern will also permit better 
appraisal values of various frontages 


notural foot 


regrettable incident 
Mrs. Ethel Gardner of Aldershot, 
England it seems is out one house. The 
city’s demolition crew, ordered to tear 
down a home carried out their instruc- 
tions on the wrong house. Mrs. Gardner 
has been promised full restitution for 
this “‘regrettable incident. . . 
in a million” 


a mistake 


Anniversary 
... J. H. Whittome & Company recently 
celebrated 61 years in Cowichan Valley 
real estate and Insurance Business. The 
Duncan B.C. firm commenced operations 


in 1898 and has since grown to a staff 
a 
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fantastic profit 

Hal Malone Business Editor for the 
Victoria Daily Times tells of an American 
couple who purchased, for $40,000 a 
few acres of sandy beach and palm trees 
This purchase occured about 
The husband since died 
leaving the property to his wife with the 


in Hawaii 


ten years ago 


instructions that the property could not 
be sold until 1959 when it might 
appreciate appreciably’. Mr. Malone 
says ‘That is why one of the passengers, 
on the luxury Liner Chusan is taking a 
round-the-world cruise — with $2 mil- 
lions in her jeans 


Producers Club 
Shortill & Hodgkins, Toronto 
Realtors, graduate their salesmen from 
one financial division to another by 
offering lapel badges. 
$7,500 annually) plain badge; Interme- 
diate ($12,000 yearly) badge with ruby; 
Senior (over $17,000 yearly) with dia- 
mond. Bonuses include trip to New York 
etc. plus publicity blurp in one of the 
Metro dailies 


Junior (over 


no law broken 

Pierre Berton, Ace columnist of the 
Toronto Stor reveals a racket that is 
quite legal yet is probably making some- 
one rich. In essence a purchaser makes 
an offer on an exceptionally low-priced 
home (purposely arranged to attract cus- 
The Vendor is ‘‘ab- 
sent’’ but has a representative who tells 
purchaser, that $500 deposit is needed, 
and that his offer has to go to New 
York, 


signing 


tomers in a hurry) 


where the ‘’Vendor’’ resides), for 
After a lengthy period (four 
months or so) the representative calls the 
purchaser in and reluctantly hands him 
his $500, exclaiming that the Vendor 
wouldn't accept the offer. The catch is 
that the ‘’Vendor’’ has had the use of 
the purchaser's money for four months 
without paying a percentage or commis- 
sion for its use 


Cathy's husband 


. . . Bing Crosby is reputed to be one of 
a group of sportsmen interested in buy- 
ing waterfront property in the Maple 
Bay area at Duncan, B.C... . 





Canadian Association Real Estate 
Boards 
16th Annual Conference 


Saskatoon, September 20th - 23rd 


Laurentian Holidays 
sorry to hear Norm McFarland 
Ottawa, Past-President of the Ontario 
Association is ill. However, on the mend 
nicely and no wonder. Is booked into 
the Laurentians for a holiday and what 
with that French cuisine and atmosphere, 
won't want to leave the place... 


Atom Auto Derby 
Brampton Real Estate Board were 
partially involved in that City’s recent 
Kids’ auto derby, the winner of which 
would receive a trophy donated by the 
Board. To climax the day, several 
Brampton Realtors took it upon them- 
selves to race power buggies around the 
cement track of the arena. All went 
well, until one daring Realtor locked 
wheels with another. Results? . . . the 
hind end man took off over the other and 
landed on the cement. There was some 
damage to his derriérre . 


A girl’s best friend 


. . Susan Wilding, wife of actor Michael 
Wilding claims diamonds ‘‘May be a 
girl’s best friend, but they are also mighty 
friendly with burglars.’’ She recently sold 
$100,000 of them, the proceeds of which 
she is using to buy real estate... 





EVERYBODY 
reads the 


Spectator 


There are more Spectators sold 
in Hamilton DAILY than there 
are homes in the city. 


FOR COMPLETE COVERAGE 
AND QUICK ADVERTISING 
RESULTS 


SPECTATOR 
WANT ADS 


Serving one of Canada's fastest 
growing areas 


THE HAMILTON SPECTATOR 
Hamilton, Ontario 


Est. 1846 








REAL ESTATE 
DIRECTORY 


THE FIRMS BELOW ARE YOUR 
COAST TO COAST CONNECTIONS 





GENERAL 
REAL ESTATE 


@ BARRIE, ONT. 
Rogers and Connell ; 
One Dunlop East (PA 8-5568) 
@ BRANDON, MAN. 
Hughes & Co. Ltd., 
125 - 10th Street. 


@ FORT WILLIAM, ONT. 
Willport Realty Limited, 
Fort William - Port Arthur. 


@ NANAIMO, B.C. 


December Roses on the Blue Pacific 


Nanaimo Realty Co. Ltd., 
Nanaimo Realty Block. 


@ OSHAWA, ONT. 


Lucas Peacock, spelen 
556 Simcoe St. 


e OTTAWA, ONT. 
P.Hubert McKeown, 
McKeown Realties Ltd., 
169 Somerset St. W., (CE. 2-4806). 


SUMMERSIDE, P.E.I. 
Prince County Realties Ltd., 
Box 4, Summerside, 

Prince Edward Island. 


FOR REAL ESTATE 
SALE 


@ CALGARY, ALTA. 
Burn-Weber Agencies, 
218 Seventh Ave. W. 


e EDMONTON, ALTA. 
Spencer & Grierson Ltd., 
10517 Jasper Avenue. 


@ NIAGARA FALLS, ONT. 
David D. McMillan, Limited, 
1916 Main Street. 


@ PETERBOROUGH, ONT. 
Irwin Sargent and Lowes, 
441 Water Street. 


@ QUEBEC, QUE. 
Ross Brothers & Company Limited, 
P.O. Box 9 (Uppertown) 
LAfontaine 2-4091 


@ WINDSOR, ONT. 
Alex E. Hoffman, 
930 London St. West. 


@ CALGARY, ALTA. 
Cote & Hunt Ltd. 
41 Hollinsworth Bldg. 


@ EDMONTON ALTA. 
Weber Bros. Agencies Ltd., 
10013 - 101A Ave. 


@ OTTAWA, ONT. 
C. A. Fitzsimmons and Co. Ltd. 
Realtors, 197 Sparks Street, 
Ottawa, Ont., Phone CE. 6-7101. 


| 


FOR INDUSTRIAL 
SITES AND PROPERTIES 


@ CALGARY, ALTA. 
Cote & Hunt Ltd. 

41 Hollinsworth Bldg. 

@ EDMONTON, ALTA. 
Melton Real Estate Ltd., 
10154 - 103rd Street., Phone 47221 

@ EDMONTON, ALTA. 

Don Reid Real Estate Co., 
11563 Jasper Avenue. 

@ FORT WILLIAM, ONT. 

G. R. Duncan & Co. Ltd., 
121 May Street. 
@ HALIFAX, N.S 
Roy Limited, 
Roy Building. 
@ REGINA, SASK. 
W. Clarence Mahon, 
350 Western Trust Bldg. 

@ WINDSOR, ONT. 

Alex E. Hoffman, 
930 London St. West. 

@ EDMONTON, ALTA. 
Weber Bros. Agencies Ltd., 
10013 - 101A Ave. 


FOR IDEAL 
STORE LOCATIONS 


@ FORT WILLIAM, ONT. 
G. R. Duncan & Co. Ltd. 
121 May Street. 


FOR APPRAISALS 


@ CALGARY, ALTA. 
Ivan C. Robison & Company, 
703-5 Street West, 
Phone AMherst 63475. 

@ EDMONTON, ALTA. 
Weber Bros. Agencies Ltd., 
10013 - 101A Avenue 

@ TORONTO, ONT. 
Chambers & Meredith Ltd., 
24 King Street West. 


@ ST. CATHARINES, ONT. 
Andy Hawreliak, Realtor, 


Dominion Building, MUtual 4-2324. 


OTTAWA, ONT. 

C. A. Fitzsimmons and Co. Ltd., 
Realtors, 197 Sparks Street, 
Ottawa, Ont., Phone CE. 6-7101. 


@ WINDSOR, ONT. 
I. W. Thrasher Real Estate 
1596 Ouellette Ave., 
Phone CL. 6-2335 


FOR SUMMER 
PROPERTIES 
@ MUSKOKA, ONT. 
Francis J. Day, 
Port Carling - Phone 84. 


FOR PROPERTY 
MANAGEMENT 


@ HALIFAX, N.S 


Roy Limited, 
Roy Building. 


@ VANCOUVER, B.C. 


Blane, Fullerton & White Ltd., 
517 Hamilton Street. 


@ WINDSOR, ONT. 


U. G. Reaume Ltd., 
176 London St. W., 
802 Canada Trust Bldg. 


e@ CALGARY, ALTA. 


Crown Trust Company, 
227 Eighth Avenue W. 


Rates for Advertising 
in the Real Estate 


Directory: 
3 lines — 12 issues $45.00 
3 lines — 6 issues 29.00 


Additional lines $1.00 per issue. 
No charge for city and province lines. 





PROFESSIONAL 
LISTINGS 


Rates for Professional Listings 
ONE INCH SIZE 


For six insertions 


$60.00 
$95.00 


For twelve insertions 


FOR THE BEST INFORMATION 
ON B.C. REAL ESTATE 


Office buildings, industrial and revenue pro- 
perties, homes, building lots and sub-division 
ae 


Write, wire or phone 


BOULTBEE SWEET & CO. LTD. 
555 Howe St., Vancouver, B.C. MU. 1-7221 


WE SELL WINDSOR 
specializing in 


Appraisals, Sales, Industrial 


We like to co-operate — Call 
I. W. THRASHER 
CL. 6-2335 


1596 Ouellette 





WESTERN CANADIAN 
APPRAISALS 


Arthur E. Jellis, M.A.I. 
ACCREDITED MEMBER: 
American Institute R.E.A. and 
Appraisal Institute of Canada 
MELTON REAL ESTATE LTD. 


Head Office, Edmonton, 
10154 - 103 St., Phone GA 4-7221 
Calgary, 534 - 8th Avenue West, 

Phone AMbherst 6-8671 

Vancouver, 2396 E. Broadway, 
Phone HAstings 9410 





AUTHORITATIVE 
BOOKS 


Bera) EL 
Penge 


FOR REAL ESTATE 
SPECIALISTS 


PLEASE ORDER BY NUMBER 
ON YOUR LETTERHEAD 


(non-Realtors add 20%) 


ADVERTISING 
1 


How to Get Profitable Listings 


Through Ads 
2 Real Estate Advertising 


3 Successful Real Estate Advertising 


APPRAISAL 


10 Appraisal Manual 

11 The Appraisal Process 

12 Condemnation Appraisal 
Handbook 

13. Appraisal of Real Estate 

14 Appraisal Terminology & 
Handbook 

15 Estimating Building Costs 

16 Farm Appraisal 

17. How to Value Real Estate 

18 Manual of Appraisals 

19 Selected Readings in Real 
Estate Appraisal 

20 Valuation of Residential 
Real Estate 


FARMING 


Agricultural Finance 

The Business of Farming 
Farm Appraisal 

Farm Management 

Farm Management 

Farm Records & Accounts 


Farm Management Analysis 
How to Make Your Farm Pay 


Midwest Farm Handbook 


FINANCE 


45 Agricultural Finance 
46 Elements of Accounting 


47 How to Finance Real Estate 


48 Farm Records & Accounts 
49 Real Estate Investments & 
How to Make Them 


50 Real Estate Office Bookkeeping 


Simplified 
LAW 


60 Real Estate Law 
61 Summary of Canadian 
Commercial Law 


MANAGEMENT 

65 How to Keep Real Estate 
Office Records 

66 Principles of Real Estate 
Management 

67 Real Estate Management 


68 The Modern Concept of Real 


Estate Admin. 


SELLING 

75 Real: Estate Salesman’s 
Handbook 

76 Sales Ideas that Click 

77 The Successful Salesman 


Please send cheque & order to: 


Woessner 
N.1.R.E.B. 
Morton McDonald 


McMichael 
Schmutz 


Schmutz 
A.LR.E.A. 


A,I.R.E.A. 
Dingman 
Murray 
Teckemeyer 
Boeckh 


A.I.R.E.A. 


May 


W. G. Murray 
Degraff & Haystead 
Murray 

Hudelson 

Black, Clawson, etc. 
Efferson 

Bradford & Johnson 
Malone 

lowa State College 


W. G. Murray 
Ferguson & Crocombe 
McMichael & O'Keefe 
Efferson 


Hefti 


Kratovil 


Anger 


Hefti 


Downs 
Bliss & Sill 


Calif. Assn. 


Canadian Association Real Estate Boards 
109 Merton Street, Toronto 7 


Tee mala 


78 


79 


80 
81 
82 
83 


How to Sell Real Estate by the 
Sell-An-Ildea Technique 

How | Raised Myself from 
Failure to Success in Selling 
Real Estate Selling Aids 
Selling Home Property 
Selling Real Estate 
Successful Real Estate Ideas 


SHOPPING CENTERS 


90 


91 


92 


Shopping Centers — Design 

& Operation 

Shopping Centers — Principles 
& Policies 

Mistakes We Have Made in 
Developing Shopping Centers 


GENERAL 


95 
96 


97 
98 


99 


100 


101 


102 


103 
104 


105 


106 


Culture of Cities 
Fundamentals of Real Estate 
Practice 

How to Plan a House 

How to Profit by Rehabilitating 
Real Estate 

How to Write Better Business 
Letters 

How to be Consistently 
Successful in Real Estate 
Introduction to Political 
Economy 

Questions & Answers About 
Real Estate 

Real Estate Subdivisions 
Residential Real Estate in 
Canada 

Successful Publicity & Public 
Relations 

Urban Land Economics 


BOOKLETS 


110 
111 
112 


113 
114 
115 
116 
117 
118 
119 


120 
121 
122 


Co-operative Apartments 
Direct Mail Pieces 

Double Your Dollars by 
Knowing the Answers 
Greater Profits from Listings 
New Business from Old 
Pitfalls 

Real Estate Advertising 
Real Estate Exchanges 

Real Estate — It's Wonderful 
Real Estate Syndicates & 
How They Work 

Sales Ideas That Click 

The Successful Salesman 
The Modern Concept of Real 
Estate Admin. 


OTHER MATERIAL 


125 
126 
127 


128 
129 
130 
131 


Pamphlets: 


Helpful Hints for Home Sellers 


Cook 


Bettger 

King 

Geer 
McMichael 
Prentice Hall 


Baker & Funaro 
McKeever 


Nichols 


Mumford 


Atkinson & Frailey 
Townsend & Dalzell 


Geer 

Frailey 
Russell 
Bladen 


Semenow 
McMichael 


Firestone 


Semenow 
Ratcliff 


ILR.E.M. 
ILR.E.B, 


ILR.E.B, 
ILR.E.B, 
ILR.E.B, 
ILR.E.B, 
ILR.E.B, 
ILR.E.B, 
ILR.E.B, 


1LR.E.B, 
1LR.E.B, 
ILR.E.B, 


Calif. Assn. 


Helpful Hints for Home Buyers 
Helpful Hints on Using the Co-operative 


Listing Service 
Construction Pointers 


C.A.R,E.B. Realtor Cuts for letterhead, etc. 
C.A.R.E.B. Realtor Window Stickers 
C.A.R.E.B. Realtor Lapel Pins & Buttons 


Prices shown include postage 
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